


ISSUE 5 
digital 


AUGUST/SEPTEMBER 1992 
VOLUME 4 





1 a aw af * 
(Vara) ae 
’ — 












FAIR GO FOR WOMEN IN DIGITAL? 








qual opportunity for women in 
the workplace is a challenging 
issue, 


By law, it’s an issue that companies like 
Digital have to deal with. They have to 
have policies and programs that act 
affirmatively to look after women’s rights - 
and we do. Good programs and policies. 


But it seems there’s more to it than that. 
It's a complicated issue. What is sexual 
harassment to one person, isn’t to an- 
other, What one person sees as a knock- 
back, another person sees as a challenge. 


A familiarity used in one setting becomes 


offensive in a different setting. 


Obviously there are no easy answers and 
it's something that needs to be looked at 
constantly. 


For that reason, a couple of things have 
happened in SPR in the last few months. 


Firstly, Personnel’s recruitment officer 
Lorraine Smith has been appointed Equal 


HAVE YOU HEARD THE 
ONE ABOUT... 


One of the first issues on the Women in 
Digital Advisory Board's agenda was the 
treatment of women in business meetings. 
pa the es Tae ror Wee Ut Ce ee 
issue lah mproved overall conduct in 








not siya Woserisonid be eee 
managing key meetings, but that a code of 





ethics for meetings should be establishee 

ir one's cont ution is sought 

and valued, Our suggestions have been 

“By taking these steps,” says Pat, “we 

are valuing diversity - allowing for new 

ideas and greater creativity in meetings in 
general," 











Employment Opportunity/Affirmative 
Action Co-ordinator, Lorraine will help 
resolve cases of harassment and discrimi- 


nation as well as making sure we fulfil \/ 


our legal obligations. 


Secondly, a Women in Digital Advisory 
Board has been formed by a volunteer 
group of men and women. Endorsed by 
the SPRMC, the Board meets fortnightly to 
look at the major issues affecting women 
in Digital and to develop recommenda- 
tions for action. 


Awareness Campaign 


Career paths for women is an issue that 
has sprung up immediately. It's been a 
problem area for most large companies 
and Digital is no exception. We've got 
very few women in senior management 
and management development positions. 


“We have all sorts of development 
courses available to everyone, including a 
career planning workshop,” notes Lor- 
raine, “but we need to look at an affirma- 
tive action program that includes confi- 
dence building and management skills 
courses specifically designed for women. 


“We will also have to look at how we can 
be more flexible in our work practices,” 
says Lorraine. 


Board member Marianne Starkey adds 
that no affirmative action program can be 
complete without looking at the more 
complex issue of the perception of 
women within the company. 


“We need to examine our attitudes,” 
Marianne comments. “Of course there’s a 
whole underlying cultural issue involved, 
but at least within our company we can 
make a difference. 


“We've already embarked on an aware- 
ness campaign with the Valuing Diversity 
package that went out to all managers 
and we will continue to regularly present 
everyone with information about the 
benefits of a varied and representative 
workforce.” / 


If you've got something to say about 
women in the workplace or about how 
equal opportunity operates in Digital, 
please send an EM to Lorraine Smith. & 
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Ken Olsen, founder and 
president of Digital, has 
announced his resignation. 

Ken, 66, went out on a limb back 
in 1957 to start a company everyone 
said was doomed to failure. After all, 
they said, there’s no future in comput- 
ers. And the rest is history. Under 
Ken's guidance Digital Equipment 
Corporation went on to become a 14 
billion dollar company that has laid 
down many of the paths the computer 
industry now follows. 

“I've had a long and satistying 
career at Digital and it’s time for the 
next generation of management to 
assume leadership,” Ken said. “I'm 
making this announcement now to 
provide an orderly transition at the 
beginning of the company’s 1993 fiscal 
year.” 

Ken has nominated vice president 
of manufacturing and logistics, Boh 
—_ 


GREG BOURKE - 
Director Human Resources 

~ LINDA GLASSOP - 
Management Consultant 
MARIANNE STARKEY - 
Quality Manager 

SANDRA VALENTINE - 
Human Resources Consultant 
MAGGIE ALEXANDER - 
Regional Operations Manager 
PAT MOLLOY - 
Sales Programs Manager 
HUGH JOHNSON - 
General Manager NSW 


Missing from photo 
-™LORRAINE SMITH - 
EEO Co-ordinator 


The Board’s goal is to represent all 


women in Digital. They are at a 
starting point and welcome your 
input. & 


KEN OLSEN RETIRES 





Palmer, to take up the CEO position. 
Bob, 51, joined Digital in 1985. In 
1986 he was named vice president, 
Semiconductor Operations. In 1989 he 
was appointed vice president, Semi- 


conductor and Interconnect Technol- 
ogy and in November 1990 he took on 
his present position. He has a Bachelor 
of Science degree in Mathematics and 
a Master of Science Degree in Physics 
and has been a director of many 
significant technology associations. 

Commenting on the announcement 
Bob said, “We have a strong business 
with talented and dedicated people, 
clearly focused on providing comput- 
ing solutions for organisations world- 
wide. I’m honoured and eager to 
carry forward the vision that Ken has 
established for Digital, He is a compu- 
ter industry pioneer and an architect of 
innovation, and has built one of the 
world’s major corporations. His vision 
of interactive and distributed comput- 
ing has been revolutionary.” 

With Ken's resignation, effective 
October 1, an era has ended for 
Digital. It is a time of both sadness and 
excitement. Hi 





You've heard it before a thousand times - 
(so say the next line with a droning tone) 


- customers no longer want to buy boxes, 
they want a total solution. 


So what does that really mean for us? It 
doesn't mean that selling equipment is a 
thing of the past. Equipment is still big 
business. But the real deals are in projects - 
sales that are large, risky, complex, involve 
other partners and are spread around the 





place. 


Now, under Terry Fraser's management, a 
group of five specialists have gathered 
strengths and called themselves the Project 
Management Office (PMO), 


Their expertise covers program management, 
quality, cost estimating and pricing, procure- 
ment, contracts and technical review, with 
strong links to supporting functions. And 
they’re changing and adding to all the SPR 
systems through something they call the 
Program Management Business Systems 
(PMBS) program. 


in profile 
Julie Tyson has been jack-of-all-trades 
with the Townesville office for over 14 
years, acting as sales secretary, ad- 
ministrative assistant, operations rep, 
Kole] (-jilfet-mmeerelre)cellat-lcolm-lslemelcehUlel late! 
anything else that anyone needs. 
Originally from Mackay in North 
Queensland, Julie moved to Sydney 


In 1989 John Edward Townsend, 
an Australian resident, was 
charged by the US Government 
for his involvement in the illegal 
export of a VAX 8000 system from 
the US to the USSR (as it was 
known then). As a result the US 
Government recently named John 
Townsend as Denied Party. 

Almost as soon as Regional 
Export had announced that John 


Townsend was on the Denied Parties 
4 List, Jane Edwards (Newcastle Unit) 


ic 





THE MONEY ORTHEBOX 





SPR SAVED 
BY EAGLE 
EYES 


Because we're not new to this, project experts 
around the world have gathered the collective 
wisdom of Digits involved in hundreds of 
projects over the years. They've created set 
processes for bringing the best of our re- 
sources together - standards and practices 
which the PMO (don’t you love all these 
acronyms) will anchor. 


Some of those processes will affect the whole 
company. For example, a change you'll notice 
later is that you'll be designating all expenses 
to projects by coding IPRs, purchase orders, 
expense claims and so on. And everyone 
working on projects will be estimating and 
reporting their efforts. 


This is in keeping with the New Management 
System (NMS) principles of responsibility for 
profit and loss, 


The bottom line is that we want to be the best 
at giving customers what they want - total 
solutions. It’s the only way we're going to grab 
the big money and not be left just selling the 
boxes. 


——— tr 


in the 1970s and worked for a toy im- | 
porter. That meant a good discount on 
toys for then young son Shane (pic- 
tured) who is now almost 18 and an 
apprentice boiler maker. 

Julie likes to spend time at the beach 


soaking up the NQ sunshine, and keeps 
fit by playing squash most days, land- 
scaping her new home most weekends 
and walking every morning - “but not 
power walking,” she saysfirmly, “itlooks 
a bit untidy!” 


= 
and Narelle Lodge (Customer Support 
Centre Administrator) noticed that Digital 
Australia had conducted business with a 
company with which Townsend was asso- 
ciated. 

Thanks to them we were able to 
avert a violation of the export requl- “ons 
which could have resulted in a virtuaniut- 
down of business for SPR. 

Their vigilance was all the more 
acute because SPR has never had a cus- 
tomer on the Denied Parties List. 

Good on you Jane and Narelle. 


“WINNING SURE 
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AGREEMENT 


SIGNED 


It’s taken months to negotiate the finer details but atlast As prime contractor Digital will be responsible for 

partnership with Optus Communications has been __ providingallinformation technology products and serv- 

ijlised. Agreements were signedandgiftsexchangedin ices forthe Optus OSS, estimated to cost $1 billion over 
late June. the next ten years. 





The relationship establishes Digital asthe prime contrac- At the signing between Rob Starkey, GM Digital Optus 
tor to Optus for developing the Optus Operational Sup- group (left)and Optus CEO Bob Mansfield, we received 
port System (OSS). This wil! be for the world's first fully | an Aboriginal work of art and gave a profile in glass by 
digital telecommunications network. reknowned Australian sculptor Gwen Ford. @ 





This may be the transition we 
had to have, but is there a 
danger in losing good people 
who could be used elsewhere 
in the company? 


This is a very hard issue for all of us. 
When 200 people leave our com- 
pany, there’s no doubt we lose some 
very good people. We have looked to 
offer alternatives and retrain where 
possible, but all parts of our business 
are under headcount pressures. That's 
what makes the whole process so 
hard on the people leaving, on the 
people who make the decisions and 
the people who remain. 

The bottom line is that we need 
people to sell - and | include selling 
as part of the marketing process - to 
install, to service and support. Those 
areas are the last resort for downsizing 
because those capabilities are what 
bring in the business. 

It means good people will leave 
our company and go elsewhere but 
that is the price we have to pay for 
success in the future. 


Are we currently too focused 
on downsizing and not 
enough on the business? 


Not at all. We've focused on the 
people leaving to make sure they 
receive an attractive financial pack- 
age and counselling, and that they 
leave with respect and dignity. 

But we've also focused on the 
people who remain. 

For their future we have had to 
look at the worth of every job, and 
every part of every job. Now we have 


to simplify, eliminate or automate the 
work. 

There’s a lot of work that does not 
need to be done but is still going on. So 
we've established a Process Improve- 
ment Office which will systematically 
assess what is work of value, what 
work might have been at one time but 
now is no longer required, and then 
redesign our work processes. 

That's looking after the business. 


The previous transition 
program was completed in a 
short period of time. This 
seems to be an ongoing 
process. What is the reason- 
ing behind this? 


Not doing it all at once has meant we 
can do a more in-depth job. We can 
look at absolutely every job and 
workgroup in the company in a rigor- 
OUS Way. 


Could this process have 
negative consequences 
because people will put their 
energy on hold - not bother 
working hard in case they 
are the next to go? 


Yes that's a risk we've taken, but it’s a 
conscious risk. If we’re going to do this 
we have to do it as thoroughly as 
possible and we have to make the right 
decisions - the decisions that will guar- 
antee our future. That has to be an 
ongoing process. 

I would also say that from a prelimi- 
nary look at the results of Q4, it seems 
we have not been negatively affected 





in that way. We've had excellent growth 
and increased our profits. That would 
suggest the energy and dedication is 
sull there. 


So do you think we may be 
starting to turn the corner? 


While being a tough year, it's also been 
a watershed year in a number of ways. 
We're strategically moving into differ- 
ent businesses such as SI and 
outsourcing and in FY92 we will have 
gained market share. We've landed 
some major systems integration projects 
- VicTab, Optus, BP. We've also ¢ 
growth in the workstation and PC 
businesses. 

All geographies, including NZ, have 
contributed. 

We have also restructured our busi- 
ness. Now there are fewer layers of 
management with more authority and 
accountability at the State level. The 
job in each of the States or geographies 
is to deliver the budget and everybody 
else's job in the company is to support 
them. 


If we are growing business in 
both PCs and systems inte- 
gration, do we have an 
overall direction? 


Yes we do. We are moving quickly to 
successfully embrace both the desktop 
and the complex SI markets. They are 
two entirely different kinds of busi- 
nesses with fundamentally different 
business characteristics. But what it 
says is that we have the talent “ * 
capability to provide solutions tl 
whole range of customers’ business 
needs. In SI we craft the solution in 
front of the customers’ eyes, and, by 
strengthening our SI capabilities, we 
are adding value to what we can offer, 


ness because it makes for wiser 
management and better leadership. 


In the desktop business our tra- 
ditional notion of adding value now 
goes far beyond products and main- 


tenance. It expands to include in- pee We -ohasae 
stalling and testing software, in in- = esnkeies aotic 
tegrating third party peripherals, ‘ Al een profitabilit 
and in providing fast response in nance ave a 


terms of delivery and support. 
It's more than profitability. Our en- 
ergy has to be in earning our future 


i \ " oOunt r ’ ac : 
- and in fact we've adopted that as 
echoes | - our theme for this new financial 
im ie of the year. 
SPRMC? 2 


There are three components - 
firstly, we have to earn our future in 
front of our customers every day, 
and we must earn their trust, and 
earn the business they place with 


By giving the responsibility of de- 
livering the budget to the field, 
we've freed headquarters and the 
SPRMC to focus on quality and 
qesowth. Until you have sound op- 


Ls. 


Secondly, every employee must 
_rational management you're al- 


ways fighting the fires and you 
don't have time to develop strate- 
gies, growth options, new markets 
and Total Quality Management. 
This is the challenge of the 


come to work every day knowing 
that they have to make a recognis- 
able contribution and earn their 
future in that way. 

Thirdly, the subsidiary has to 
become more profitable to earn its 





management committee. There are anf ee = ; hs future within Digital. 

abundance of opportunities in our In- y 5 ae e rr It's an important theme for us 

g aie seabees dee is ee j ie this coming year. In following it we 

ay absense te earwee Eee weneed so beaden = Wil rem erat el eee 

Sin, people and their perspectives. We need invest. People well begin again to 
our senior managers to learn and ex- have the pride of accomplish- 
perience different aspects of our busi- ment and nothing succeeds like 


SUCCESS. 


The Sales Communications Centre at 
Rhodes is one of the most important 
avenues of support for the SPR Sales 
force, 

As the central bureau 
for all Sales Communica- 
tions Centres in the Re- 
gion, it stocks all Digital 
publications, including at 
least one of every hand- 
book released and all 
product brochures. 

Catherine Black who 
manages the Centre, and 
has done for over nine 
years, says that 90% of 
her job is finding appro- 
priate material for Sales 
people to take to their 
customers. 

“Not all the material 
they need is printed,” says 
Catherine. “I keep a lot of 
other resource material 
that may not be specific to a_ sale, but 
helps Sales people keep in touch with 
the industry in general or with internal 
developments. 

“For example I have video tapes of 
product launches, keynote speeches 
and demonstrations - and a TV and video 
player to play them on. I also stock the 
daily Australian newspapers and all com- 
puter and business publications from all 


in profile 

Malcolm Fischer has worked in 
CAO Logistics since he joined Digital 
six years ago. Before that Malcolm's 
working life included carpentry, man- 
aging spare parts for BMW and Nissan 
and owning his own video shop. 

Outside of work, Malcolm spends 
time with his kids, Michelle (7) and 
Brendan (6) - pictured with his dad - 
and gives things outdoorsy a go, in- 
cluding basketball, water skiing, Aussie 
rules and building, 





over the world as well as fortnightly 
press clippings of anything to do with 
Digital and competitive press releases. 

“If a centre in another State can't 
provide what their Sales person wants, | 
can help organise it for them.” 

A comprehensive photo library has 
been established as part of the Centre, 
with photos of most SPR staff and events, 
products and sites. There are even more 
general photos - computer graphics, cit- 
ies, animals and cars for example. 

The Centre also carries books on 
subjects ranging from the technical to 
self-improvement and some road maps. 
The Rhodes Centre is the central sales 
resource bureau for 
SPR, supporting 
other centres. 

As well as pro- 
viding immediate 
support for the Sales 
force, Catherine has 
responsibility for the 
re-ordering and fil- 
ing of stock, taking 
care of subscriptions 
as well as maintain- 
ing the customer 
mailing list for Prod- 
uct Insight, Enter- 


Update. She now 
also puts together 
and distributes Sales 
Communications - 
the fortnightly electronic newsletter that 
provides Sales people with the latest 
marketing product and programs infor- 
mation. 

As of this month, back issues will be 
on videotext and Catherine says that 
soon all brochures and handbooks will 
be also provided on the system. 

The resources of the Sales Communi- 
cations Centre are available to all Digits. 
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Unread Mail Messages counter is not 
counting the number of messages in 
your INBOX but rather the number of 
messages that have a status of either 
UNREAD or NOTED. 

Unread messages that are not in your 
INBOX may be somewhere else because 
you used the FM (File Message) option 
to file the unread message in another 
folder. 

NOTED messages will only occur if 
you are reading a new mail message and 
your process is abnormally terminated. 

If you want to search for all UNREAD 
messages enter I (index) from any menu. 
The Index form is displayed at the bot- 
tom of the screen. Blank out the folder 
field (using the LINEFEED key - F13), 
TAB over to the status field, type in the 
word UNREAD and hit the RETO, 
key. An index of all UNREAD messages 
will be displayed along with the folder 
that each message is located in. You can 
also do the same to find all NOTED 
messages. 


If, while editing a document, you receive 
a system message indicating that you 
received new mail use GOLD/I to dis- 
play the Interrupt Menu. Use RN to read 
new mail then use the EXIT key (either 
F10 or KPO) to continue your edit ses- 
sion. You cannot delete mail or answer 
mail from the Interrupt Menu. @ 


Like Barry Whitmore who was profiled 
last issue, Malcolm says he too can havea _ 
barbecue 12 months of the year. a 

"You can go to any picnic area in 
Canberra, whether it be 5 degrees below 
or raining and people will still be having 
a picnic," says Malcolm. "We've grown to 
be stupid here in Canberra but we enjoy 
ourselves and get out no matter what!" 


DIFFERENT GAME DIFFERENT NAME 
NMS PLAYING FOR 


nder NMS principles the roles 


of management and staff are 
changing. New terms are 
being introduced that are 
fundamentally different, like 
coach and player instead of 
manager and subordinate, 

If you want to know what it takes to 
be a coach, read on* and then try our 
quick quiz! 

A good manager is by definition an 
excellent coach and differs from a tradi- 
tional ‘boss’. 

The word ‘boss’ conjures up images 
of an authority figure who gives orders. 
The word ‘coach’ on the other hand 
suggests the world of sports. 

Sports coaches have all the manage- 
ment responsibilities. But the good ones 
also have the ability to inspire the people 

. company has asked them to be 
1..ponsible for. The less dependent the 
players are on the coach, the better the 
team tends to function. The attitude of 
both player and coach is essential to 
SUCCESS. 

By emphasising that model in our 
company, Digital is saying that every 
employee has responsibility for the way 
the company performs - just as if we 
were a sports team. 


PRIEBATSCH MAKES 
HIS MARK 


Mark Priebatsch, Open Systems Consultant, 











has been presented with a corporate award for — 


his UNIX sales support activity in Australia and 
for further developing an awareness about our 

| UNIX strategy and products. 
| The award was presented by the 
_ UNIX Partners Group (of which Mark is a 
_ member) which meets twice a year in the US to 
| look at how our product strategy relates to the 
_ needs of the customer. 

; Mark is also a member of the UNIX 
___artners Advisory Group which meets quarterly 
_ with engineering to help the company stay 
_ abreast of customer needs. 

Congratulations to Mark on an award well 
_ deserved! 
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PROFIT 


WOULD YOU 
BE A GOOD 


COACH? 


Try this quick quiz. 


Give yourself a score between 0 and 
5 on each of the attributes. At the end, 
count up your total score and check 
out how effective a coach you'd be. 


Proven leader 

Listens 

Allows people to make mistakes 
Gives room to grow 
Willingness to move and/or 
promote people 

Loved and respected 

Motivated by team and player 
suCCeSS 


a ey i it Fa ee 


Replaces players who don’t 
contribute 

Honest 

Approachable 

Good communicator and 
thinker 

Linderstands business 
Willingness to go extra mile for 
the team and/or players 

Sets examples 

Recognises need to balance 
personal and work life 

Willing to admit and carry the 
burden of mistakes 

Protects players 

Challenges people for growth 
Builds loyalty and pride towards 
the organisation 

Is measured by team success 


Passion 


a 
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Scores: 


0-50. You might like to think 
what actions you can take to 
improve your coaching capability. 
If you are a manager already, seek 
help sooner rather than later. 
50-100. You have already devel- 
oped some key skills. With some 
training and effort, you could 
become an excellent coach, Again, 
if you are a manager already, make 
sure you review your existing 
development plan to further up- 
grade your skills - if not, get 
yourself on the promotion list fast. 
100-150. You are either a fantastic 
manager or suffering delusions of 
grandeur, Let your staff take the 
quiz on your behalf and compare 
the results, That's the real test - do 
the players think you’re a good 
coach. 


Accountable 

Open with the executive 
committee 

Ensures a vision 

Works with other coaches 
Team directed at outside com 
petition 

Values team 

Shares resources 

Is situational - varies style with 
situation 

Has a competitive dream and 
shares it with team 


* The information in this article is 
modified from ‘The Role ofthe Coach 
in the New Management System’ 
by VP Strategic Resources, John 
Sims. The full article is available on 
VTX. 


* tract Administrator for NSW Opera- 
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Holly Wright, Project Specialist with 
Sales Information Systems inthe Rhodes 
office, was concerned about the paper 
cost and wastage of the special 
WORKBUSTERS Newsletters and the 
time taken for individuals to prepare 
them. Holly's idea was to use ALL-IN- 
1 for individual WORKBUSTER suc- 
cesses and to include an article in | 
Digitalk. 


One of the activities of a Service Con- 
tract Administrator is to maintain alog 
of all changes completed on a cus- 
tomer’s contract. This manual task Is 
often time-consuming, particularly 
when working from information from 
the order systems. 

Alice Donoghue, Service Con- 


tions in the Rhodes office, suggested J 
a system-generated log sheet with 
pre-recorded information to be re- 
leased as part of a COLA system ~ 
enhancement. Alice developed a couple 
of alternative models for the system gen- 
erated worksheet and submitted them to 
WORKBUSTERS. 

Her efforts have paid off to the benefit 
of her fellow Operations partners and will 
increase productivity. 


\/ 

Tim Shirley, OPCO Project Control Man- 
ager located in Aussat House, was con- 
cerned about the number of mail mes- 
sages he received that were often in- 
tended only for the Rhodes audience. 

Tim suggested subscriber lists that 
are sensitive to location rather than node, 
making our ALL-IN-1 system more re- 
sponsive, less expensive and more use- 
ful as a productivity tool. 

In response to Tim’s idea, our IS 


group developed a Distribution List 
Server for an ‘SPR Automated Distri- 
bution Lists’ facility on ALL-IN-1. This 
enables automatic generation of stana- 
ard distribution lists and topic specific 
public distribution lists. 


== 
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WORKBUSTERS IN ACTION 


Compiled by Jan Gifford 


—_ 
ess eliminated. This suggestion, which 


saves time and paperwork, has now 
been implemented. 


In response to growing awareness 
for the need to recycle and con- 
serve our resources, as well as our 
_ company costs, Regional Facilities 


ome Manager Walter Burroughs im- 


| plemented a recycling program in 


, a = the Rhodes office (see story April/ 
=. May Digitalk). 


7 Simon King, Fleet Manager in the 


Malcolm Fischer, CAO Logistics Co- 
ordinator (see page 8), put forward a 
suggestion to enhance the Services 
Logistics PROFILE module to display 
stock code for each part number. 

IS implemented the enhancement 
which now saves stockkeepers time in 
not having to look up the stock code 
elsewhere. 


Pat Molloy, Sales Planning and Pro- 
grams Manager (SNO-based), 
forwarded a suggestion. to 
WORKBUSTERS to have the annual 
system account reauthorisation proc- 





i Rhodes office, maintains a distri- 
bution list of cost centre manac 
from COMREF. Inmakinga chante 
to this list one day it occurred to him 
that since the raw data comes to 
him automatically from COMREF, 
perhaps the mailing listin itself could 
be maintained directly by the sys- 
tem. 

Simon put this suggestion to 
WORKBUSTERS and it was imple- 
mented by |S as part of the Distribution 
List Server for automatic generation of 
standard distribution lists. 


Stan Gittord, ALPHA Migration Cen- 
tre Manager with Regional Services in 
the Rhodes office, put forward a sug- 
gestion to extend the value of the on- 
line internal phone directory, c phone. 
His idea was to include a reference to 
any personnel inthe company who are 
registered Justices of the Peace. 

This suggestion was investigat 
and co-ordinated by Personnel and 
implemented in June this year. Now 
any employee having urgent need for 
signatures to be witnessed by aJP can 
use 'c phone' to search for a JP in their 
proximity. & 


WORLD UPDATE 





®.. relel-lal-leM-M-Jeleriiel(-iatmig 
Ukraine, marking our fifth new 
subsidiary in Eastern Europe over 
the past two years. Digital Equip- 
ment Ukraine employs 10 people, 
with plans to locally recruit 20 more 
late mCome)el-lam-lelelidieler-lme)gitet- 
itilcelelelereltimelde-liaice 

We've already concluded con- 
tracts with leading Ukrainian 
enterprises in the aerospace, 
automotive, chemical, and hotel 
sectors. 


International 


As recipient of the coveted Interna- 
tional Communicator of the Year 
Award we've been recognised for 
our achievements in the design of 
international corporate telecommu- 
nications networks. 


We won the award because of 
an open network we created with 
over 85,000 computers, resulting in 
a USS$ibillion saving due to im- 
proved material management. 

The award is sponsored by the 
International Communications 
¥tteledt-itlelum-lalem')felglel@re]iiB 
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We've dug deeper into the 
uul-relFc-Mlstelejia'Mel'M-lereltliglale 
BASYS Automation Systems, the 
Wfeales Wi (e(omi-t-0(-) mi lamelger-(eler- ty 
automation. 

BASYS, which pioneered inte- 
ele Cre Maly -leelelum-leiceluitclicelan 
jt) (fe) Me)el-le-1t(elam-leleme-t-10] 0 | ge— 
management systems, will be-run 
as a wholly owned subsidiary 
within Digital, as part of the world- 
wide Media Industry Business Unit. 

With BASYS on board we will 


explore new applications for the 
a} ger-leler-t-i@lalellriig iam) e)e)Malale| 
Cred alate) (elel(=t-m iL (om Ve) (e-ma-eelelalitlelap 


America 


Digital is the fastest-growing PC 
Wiclalele] Mm lpmisl-metee-lelere] collate mie 
Computer Intelligence, a Califor- 
nian market research firm. Their 
report showed that we have jumped 
from number ten to number five to 
number one in the past three 
months. 


e¢@¢o¢ 


President Ken Olsen has been 
honoured with the MC! Communi- 
cations Information Technology 
'M=-lol-le-jel|eMe Ni lge mel mi inlaceeclilelen 
The award singles out individuals 
whose values and vision have been 
crucial to industry development. @& 


CAREER MILESTONES 


August 


Vv Billy Koh SNO FA 
~~Michael McMahon MEO DS 

~Bruce Chamberlin NZO SLS 

¥v Kent Meintyre HMO DS 
“Andrew Amos SNA DS 


/ Ed Antaki SNO SLS 
“Ben Cheung SNO OPS 
“Frank Leyden SNL MFG 
Emile Oehlers SNO FA 
“Lisa Sumner NZO OPS 


“John A Brown CAO DS 
~ John Conway SNS DS 
/ John Koole SNO MKT 


Debra Auty SNM DS 
Chris Juckes SNO OPS 
Doreen McCallum SNO OPS 


"_,) “Tim Shirley SPO DS 
~ \ Sane Stark SNO MKT 
./Ron Potter SNA DS 


ir i, 


Robin Adams WEO SB 
\ Bob Smith NLO DS 
_ Laurence Lau WAJ DS 
/ Bryan Mawhinney NZO DS % 2 
Vv David W Evans MEO DS | 
17 / Pablo Diaz SNL DS 


= 


Terri Frost SNO IS 


pS fi 


September 


AGienn Elcoate SNA MFG 
/Debbie McKenzie ADO OPS 


Malcombe Rowe WEO SLS 
¥Y Chris Cabban SNO OPS 
3 Roger Jeffery ALI DS 
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By Nigel White - Purchasing Consultant 


Two years ago Regional Purchasing 
launched a simplified ‘requisitioner- 
Se T i - . F — ' 
tric ‘ndly’ Low Value Order (LVO) proc 
ror the li oe oe Ol Mis! oc ms and 
services less than 51000. Then one year 
/ ! TF 7 et . | + reklam 
ave), the \ alue limit Was raised (0 34UU1), 


: Ll i a Ps es in ; ‘ ae A 
Users have made this DOC Tas ALICE esstul 
| 


with now over 230 commodities avail- 


able and 500 suppliers accessible via the 


simple LVO process. More than two 
| 


thousand LVOs have since been issued, 
which has euiee in a substantial ad 
ministrative workload re ae ction 

This saving in IS has enabled 
Purchasing to devote more time to con- 
tract negotiations for large dollar expen- 
ditures; this in turn has resulted in cost 
savings for FY92 of more than $2 million 
- a direct contribution to the Subsidiary’s 
all-important bottom line. 


Quarterly reviews of LVO use reveal 
close compliance to the main business 
controls (that is, not splitting orders to 
avoid the dollar limit, not buying re- 
stricted commodities, and only using 
approved suppliers on the VIX vendor 
list). 

The decision’s now been made to 
increase the use of the LVO process and 
the value limit of $3000 has been raised 
to $6500. 


Also, shrink-wrapped, off the shelf 


software may now be purchased on LVO 
and the approved supplier base for LVOs 


k, the official magazine for employees 
CORTICAL omari Corportton taihsdeuth 





Pacific Region (SPR), is published six times 


a year by Digital Equipment Corporation 
(Australia) P Limited, Corporate Commu- 
nications. -3/F3, 410 Concord Road, 
Rhodes NISW 2106 Australia, 


Publisher: Hazel Broadbent. Editorial 


Committee: Greg Bourke and Patrick 
O'Halloran, 


© Digital Equipment 
tralia) Pty Limited 1992. 





Please send contributions to: 
- Digitalk, SNO1-3/F5 

- ALL-IN-1 to Hazel Broadbent 
- Telephone (02) 561 5270 
- Facsimile (02) 561 5850 


In Profile 


As Program Manager for the SPR-wide Program Management Business 
System project in the newly formed Project Management Office (see story 
page four), Randall King has the challenging “honour” of assessing and 
changing all internal business systems in order to better support project.) 


managers. 


Randall has been with Digital for 14 years, managing information systems for 
most functions in that time before turning to SI project management a couple 
of years ago. Outside of work, Randall's pet project is a book he's writing on 
the untold story of the ANZACS in the 1916 Battle of Fromelles, the first battle 


in France involving Australians after Gallipoli. 


Using his project management skills in another area of interest Randall has 
been involved in conservation efforts and initiated the successful campaign 
for the NSW Wilderness Act passed in 1988 (the third in the world), In what 
he calls a sideline, Randall is also an enthusiast of computer colour imaging 


and graphics. 


Randall is married to his “special lady", Cheryl, with “happy” daughters 


Roslyn (11) and Lesley (9). 


has been expanded. 

The current process will re- 
main in effect. This is described on 
the cover of LVO pads and also in the 
excellent VIX infobase which com- 
prises news updates, instructions and 
the approved vendor list. Only sup- 
pliers on the VTX listing may be 
used, allowing Purchasing to effec- 
tively manage the supply base. 

SPR is a leader with this kind 
Ol =! Stem tO streamline Open ations, 
and we've provided information to 
the USA and European countries to 
help them in developing similar proc- 

LVO is quick and it’s easy. Use 
it next time you need to place an 
order and send any feedback or 
suggestions by EM to Purchasing 
@SNO. @ 
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